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pject:  "BLANKET  TALK."     Information  from  the  Bureau  of  Home  Economics,  United 
States  Department  of  Agriculture. 


— ooOoo — 

In  the  midst  of  a  crowd  of  holiday  shoppers  gathered  at  a  Christmas  blanket 
sale  the  other  day,  I  heard  a  woman's  voice  exclaim:  "Ch,   if  only  these  blankets 
teould  talk  and  tell  the  truth  about  themselves,  then  I  would  know  which  are  worth 
buying . " 

If  only  blankets  could  speak  before  we  buy  — 

Well,  suppose  they  could.     What  sort  of  conversation  do  you  think  we  shoppers 
would  hear?    I'll  make  a  guess  that  it  would  be  something,  like  this. 

The  fluffy  light-blue  blanket  on  the  bargain  table  begins  it  by  calling  at- 
tention to  the  sign  above  her  which  says:  "Remarkable  Value  in  Fine  Blankets." 

"Look  at  that  sign,  will  you?"  says  the  blue  blanket  to  a  heavy  brown  one 
pearby.     "According  to  that  sign,  I  am  not  only  a  remarkable  value  but  also  a  f i no 
blanket." 

The  brown  blanket  laughs.     "That's  one  of  the  best  jokes  I've  heard  this 
■rear.     I  don't  know  how  they  happened  to  put  you  under  that  sign.    You  a  remarkable 
Value  when  you  are  mostly  fluff  and  have  no  firm  foundation  to  hold  it  on?" 

'  f 

"Well,  you  can't  have  everything  in  this  world,"  replies  the  blue  blanket. 
"My  foundation  may  be  a  bit  weak  but  I  am  g^od-looking.    You  can't  deny  that.  I 
have  a  very  nice  color.     I  am  made  of  warm  fluffy  wool.     And  because  I  am  so  light 
in  weight,  I  am  comfortable  for  the  sleeper  underneath." 

"Pooh,"  says  the  brown  blanket.     "What  if  you  are  light  and  fluffy  and  pretb*? 
What  ab^ut  wear  and  lasting  qualities?    How  long  will  you  stand  up  under  hard  wear 
tod  trips  to  the  laundry?    With  that  weak  foundation,  your  woolly  nap  will  soon 
wear  off,  and  then  good-bye  to  your  locks  and  your  warmth." 

The  blue  blanket  is  ready  to  weep.     "You  only  make  those  unkind  remarks  to 
me  because  you  are  jealous.     I'll  confess  that  I'm  not  built  for  a  hard  life.  Any 
shopper  who  holds  me  up  to  the  light  can  see  that  my  foundation  is  delicate.  My 
yarns  are  too  loosely  twisted  for  strength  and  I  really  contain  too  little  fiber 
Kfor  my  size.    But  I  would  be  a  good  enough  buy  for  a  guest-room  where  I  could  look 
decorative  and  have  only  occasional  use.    But  now  since  we're  getting  personal,  I 
might  say  that  you're  not  such  a  bargain  either,  Mr.  Heavy  Brown.    The  poor  fellow 
|«ho  has  tc  sleep  under  you  will  feel  as  if  he  is  under  a  ton  of  lead,  and  he  won't 
tt>e  very  warm  either.    You  have  a  firm  foundation  all  right  —  too  firm  for  warmth 
and  comfort.     I  may  have  t co  much  fluff,  but  you  haven't  enough. " 

"Come,  come,  friends,"  interrupts  a  nearby  blanket.     "Let's  not  quarrel  among 
jburselves.    After  all,  we're  all  on  the  bargain  counter  for  one  reason  or  another. 
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■The  wise  shopper  will  know  our  faults  and  cur  virtues  and  choose  us  for  her  own 
fceeds.     Take  me,  for  example.     I'm  a  good  blanket  except  for  one  thing  —  I'm  too 
fehort.     If  a  tall  man  should  sleep  under  me,  either  his  toes  cr  his  shoulders 
mould  get  cold.    But  I  am  a  good  buy  for      short  bed." 

"As  for  me,"  says  a  good-looking  cotton  blanket,  "I  am  inexpensive  because  I 
lam  cotton.     I  have  plenty  of  good  qualities.    Cotton  launders  easily  and  doesn't 
[shrink  as  wool  does  and  is  stronger  than  most  wools.    So  for  a  mild  climate  and  a 
[small  purse,  or  for  hard  wear  and  frequent  laundering,  I'm  a  very  good  buy.    But  I 
Kbn't  pretend  tc  be  as  warm  as  wool*    For  very  cold  weather,  nothing  can  beat  wool." 

"That's  right,"  says  a  soiled  white  wool  blanket.     "Every  wise  shopper  knows 
[that  the  warmest  blanket  of  all  is  all-wool,  and  has  both  a  firm  foundation  and  a 
fthick  nap.    That's  the  way  I'm  made.    And  I  am  on  the  bargain  counter  only  because 
C  got  soiled  from  being  handled." 

Another  blanket  says:  "Well,  I'm  a  fifty-fifty  proposition.     I'm  half-wool 
and  half -cotton,  so  I'm  not  so  expensive  as  an  all-wool  blanket,  and  I'm  stronger 
;'and  more  durable,  but,  of  course,  I'm  not  quite  so  warm." 

A  blanket  labeled  "part-wool"  remarks  sadly:  "You  might  think  that  Mr.  Fifty- 
Fifty  and  I  were  brothers  from  my  label.     Some  shopper  is  going  to  pay  more  for  me 
kecause  she'll  think  that  the  wool  in  me  will  make  me  warmer  than  an  all-cotton 
blanket.     But  she'll  be  mistaken.     I  am  part-wool.    That's  true.    But  the  amount  of 
wool  in  me  is  too  email  to  do  any  good.    Research  hasn't  proved  yet  just  how  much 
wool  a  part-wool  blanket  needs  to  give  it  the  wool-warmth,  but  most  people  agree 
Sthat  it  should  be  at  least  25  percent  wool.    Too  bad  all  shoppers  don't  knew  that. 
'jAnd  toe  bad  all  blankets  don't  have  labels  that  tell  the  amounts  of  different  fi- 
bers used." 

A  gay-looking  pink  blanket  says:  "And  too  bad  all  shoppers  don't  know  about 
good  bindings.    Look  at  me.    This  pink  silk  binding  and  big  pink  silk  bow  will 
«atch  some  shopper's  eye.    But  I'll  be  a  disappointment,  for  my  binding  silk  is 
sleazy,  and  will  soon  wear  out.    A  nice  firm  sateen  binding  or  a  good  firm  blanket - 
stitch  edge  would  make  my  life  much  longer  and  my  owner  happier." 

And  that,  listeners,  is  an  imaginary  conversation  that  might  take  place  if 
Christmas  blankets  could  talk  and  were  playing  a  game  of  truth.    But  since  none  of 
us  shoppers  are  likely  to  hear  such  conversation,  the  no-xt  best  thing  to  help  us 
buy  blankets  is  a  nice  little  leaflet  put  out  by  the  Bureau  of  Home  Economics.  The 
leaflet  is  called  "Quality  Guides  in  Buying  Household  Blankets."     Its  number  is  111. 
You  can  have  a  copy  just  by  writing  the  Department  of  Agriculture  at  Washington, 
D.C.,  as  leng  as  the  free  supply  lasts. 

In  the  meantime,  here  are  a  few  points  to  remember  whenever  you  go  to  buy  a 
blanket.    You  can  test  the  strength  of  a  blanket  just  as  you  would  test  any  piece 
.of  cloth.     If  the  manufacturer  uses  too  little  fiber  or  if  he  uses  yarns  that  are 
to^  loosely  twisted,  the  foundation  of  the  fabric  won't  be  strong.     So  push  the  fuz- 
zy  nap  aside  and  look  at  the  weave  underneath.    See  if  the  nap  pulls  off  easily  — 
a  sign  of  a  weak  foundation.    Then  h^ld  the  blanket  up  to  the  light  and  look  through 
it  to  see  how  firm  the  weave  is.    See  that  the  blanket  is  not  too  lightweight  for 
durability,  and  not  too  heavy  for  warmth  and  comfort.    Then  be  sure  the  binding  is 
firm  and  lasting. 
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